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Review questions 

Choose the right for each of the following sentences 

1. The proportion of the market held by one company or brand is 
known as: 

• Market slice 

• Market segment 

• Market share 

• Market leadership 

2. The particular market segment at which a business aims its 
products is known as the: 

• Unique selling point 

• Main market 

• Market leader 

• Target market 

3. The market for a product or sevice can often be broken down into 
different areas where customers have distinct needs and wants. 
These areas are called market 

• Forces 

• Synergies 

• Segments 

• Sections 

4. Which of the following is an advantage of using market 
segmentation? 

• It saves business money by avoiding the need for TV 
advertising. 

• It allows a business to charge higher prices. 

• It allows a business to target its promotional strategy more 
effectively. 

• It lets a business invest more in plant and machinery. 
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5. What is market mapping? 

• A plan to conduct primary market research 

• A visual representation of how a firm's products are positioned 
in a market 

• A map showing the locations of key competitors 

• A spreadsheet showing market shares and profits compared 
with competitors. 

6. Which of the following products is the best example of a product 
sold to a mass market segment? 

• Organic baby food 

• Seiko watch 

• Cheese and eggs 

• Mercedes S-class saloon. 

7. Which of the following descriptions provides the best definition 
of the marketing mix? 

• The way a business combines the main marketing elements 
to sell products that meet the needs and wants of customers 

• The way products are arranged in a retail store to maximize 
sales 

• The way a business distributes its products through 
retailers and wholesalers 

• The way products are priced and packaged 

8. Which of the traditional"4p's" of the marketing mix concerns the 
various outlets and channels a business uses to distribute its 
products? 

• Price 

• Product 

• Promotion 

• Place 

9. Which of the traditional"4p's" of the marketing mix concerns how 
much a customer pays for the good or service being offered 

• Price 
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• Product 

• Promotion 

• Place 

10. Which element of the marketing mix is the only one that 
directly affects the value of sales achieved by a business 

• Price 

• Product 

• Promotion 

• Place 

11. The 4p's of the marketing mix are closely linked and should not 
be thought as separate from each other 

• True 

• False 

12. A business wishes to meet to needs and wants of customers 
better by delivering a higher quality service. Which element of the 
marketing mix will the business focus on to achieve this? 

• Price 

• Product 

• Promotion 

• Place 

13. A business wants to build customer awareness of features and 
benefits in its products that are better than the competition. Which 
element of the marketing mix is most likely to help them achieve 
this? 

• Price 

• Product 

• Promotion 

• Place 

14. The marketing mix does not apply to sole traders or other very 
small business 

• True 

• False 

15. The way in which products are sold is known as a: 

• Marketing channel 

• Promotional route 
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• Marketing source 

• Distribution channel 

16. The strategy of selling products to small, clearly identifiable 
segments of a market is known as 

• Mass marketing 

• Specified marketing 

• Niche marketing 

• Loss leading 

17. Which of the following is the best example of a marketing 
objective? 

• Grow market share to 20% by 2010 

• Increase prices to infrequent customers 

• Reduce costs by eliminating television advertizing 

• Enter the organic food market 

18. Business in the public sector are not allowed to set market 
objectives 

• True 

• False 

19. Which of Ansoffs four marketing strategies represents the 
highest risk approach for a business? 

• Market development 

• Market penetration 

• Diversification 

• Product development 

20. A strategy of changing a product or its promotion to appeal to a 
different market segment is known as: 

• Repositioning 

• Diversification 

• Admitting failure 

• Product extension 

21. According to Ansoffs matrix, the strategy of selling more 
existing products to existing customers is a strategy of 

• Market development 

• Market penetration 

• Diversification 

• Product development 
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22. Which of the following is an example of a marketing strategy? 

• The firm aims to increase both selling prices and revenue 
by 20% in 2010 and 2011 

• The firm aims to gain 5% points of market share by 2010 

• The firm aims to retain at least 90% of its existing 
customers each year. 

• The firm plans to differentiate its products based on high 
quality and stunning design 
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